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market; Council meetings in South Africa and
Cornwall; a new branch opened in Piraeus followed

by our Chairman addressing the Hellenic Chamber
of Commerce; and, to top it all, more candidates
than ever attending PREP and sitting the exams.

All this is very encouraging and shows that the

ICS is a vibrant organisation looking outwards and
communicating with the shipping industry. But there
is still much to do and | seek the support of the

whole branch network to add value to membership
benefits.
Members may now apply to join The Naval
o Club, a prestigious London club in Mayfair and also
take advantage of booking hotels at a discounted
rate via corporate hotel booking. These are tangible
benefits but the real value of membership is that the
initials MICS and FICS really mean something in the
This edition of Shipping Network shows how busy  shipping industry.
your Institute has been recently. Activities include
seminars in Sri Lanka and Dubai; very well attended

branch dinners in the UK and Germany; exploratory  Alan Phillips
visits to test the water in the Chinese shipping ICS Director %{

were to be achieved across the industry. He also stressed
how delighted the ICS was to be working with HMC,

a maritime educational institution run by Natalia
Margioli, based in Piraeus.

The impressive array of other speakers included
George Gratos, President of the Hellenic Chamber

of Shipping; Petros Mantouvalos, Deputy Member
of Parliament; Labros Theodorou, Director, shipping
division of EFG Eurobank; Alexandros Goulielmos,

o [
Professor at the University of Piraeus; and shipowner
Kostas Komninos.
An impromptu speech by Costamare’s Captain
Vassilis Constantakopoulos really stole the show. He
said that although the younger generation from the
Greek shipping community were little “rich kids” who

could lead an easy life — they had, in fact, opted to take
on the challenge of shipping. Highly educated, this

generation must address the issue of accountability of
charterers who “write their names in chalk only for it
be wiped out with the first rain”.

ICS would like to thank the many sponsors of the
evening, including Chartworld, Dynacom, Top Tankers,
February saw the ICS open its first branch in Greece amid ~ Thenamaris, Tsavliris Salvage, Eastern Mediterranean,

much excitement in the Greek shipping community. European Navigation, Nicholas G Moundreas Shipping,
An existing collaboration with the Hellenic  Cosmos Marine, Target Marine, Macoil International
Management Centre created the climate and energy for  and brokers Golden Destiny and Clarkson Hellas. %f

the launch of the new branch. Having organised the
ceremony, HMC will now continue to play an active
role in the development of the branch, providing the
administration.

Held at the Piraeus Port Authority building, the
ceremony was attended by over 400 guests, who turned
out to hear speakers from across the shipping industry.

Mr Tsavliris, the Greek Branch’s first chairman,
spoke of the “extraordinary opportunity to reap the
benefits of this unique collaboration” and the “honour
bestowed on me” in selecting him to be the first
chairman.

ICS Director Alan Phillips expanded on Mr Tsavliris’
speech, stressing the importance of education and

Nikos Marmatsouris Vice Chairman, Greek branch with Evi Plomaritou(L), Natalia
training in shipping if high standards of professionalism  Margolis from HMC and Alan Phillips
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Dubai
ralses

the bar

Well-received seminar provides scintillating

experience for delegates

Congratulations to the United Arab Emirates Branch
of the ICS for organising the “Shipping: towards
better decisions” seminar — the fourth in this very
successful series of seminars organised by the UAE
Branch in Dubai.

Throughout this series of seminars, the Dubai
Branch has been able to secure the contributions of
respected speakers from around the world, who have
travelled to Dubai to address 150 attendees in the
impressive Emirates Training College auditorium.

On this occasion, the welcome address was
delivered by Mohammed Al Muallem, Executive
Director, Technical at the Dubai Ports Authority. The
liner, dry bulk, liquefied petroleum gas and product
tanker markets were all discussed in some detail and
a common thread was the “China” factor.

These were followed by a thought-provoking
comparison of the China and India factors. Should
they be compared or seen as major factors in their
own right — a question that will no doubt continue to
be discussed by research analysts for the foreseeable
future.

ICS Director Alan Phillips made the point in his
address on “Professionalism in Shipping” that it is
people that make decisions and that professionally
educated executives are, on balance, better placed to
make better decisions.

Important issues such as criminalisation,
bulk carrier safety and quality disputes, bills of
lading, the ISM code and the changing role of the
superintendent were also investigated on the first
day of the seminar.

Meanwhile, piracy, maritime fraud and the impact
of the York-Antwerp Rules 2004 on shipowners
were covered in tour de force presentations on the
second morning.

All'in all this was a very successful seminar. Many
thanks to all the speakers for their contributions and
for taking the time to attend the seminar, and thanks
also to the companies for their support - without
whose generous sponsorship such valuable seminars
are practically impossible to run.

Testing the water in Shanghai

Invited by Multiport to its Shanghai conference in
April, Alan Phillips used the opportunity not only
to promote the new Multiport/ICS diploma but also

Dubai committee after a very successful seminar

Tradewinds
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River traffic - Shanghai

to focus on the introduction of TutorShip to the
Chinese market. He also paid visits to a number of
shipping companies in Shanghai to test the water
and the reception to the Institute.

As reported in the last issue of Shipping
Network, John Liu, a member of ICS and a marine
and insurance consultant, has set up a company,
EduShipAsia, to administer TutorShip courses to the
Chinese market.

At a packed reception to launch this introduction,
Professor Jin Zu Guang, spoke of the ICS’ reputation
worldwide and the quality of its education and
training. With the rate of growth in China’s shipping
industry, ensuring professionalism and creating a
common understanding with all global players will
be paramount to China’s success in this sector.

Mr Phillips went on to say: “It is important
that those companies who operate internationally
have staff that are educated to an internationally
recognised standard. The Institute provides such a
qualification — | am pleased to see here tonight many
recently qualified employees of the large broking
houses who have opened offices in Shanghai”

Visits were also made to various parts of the China
Shipping Group to gauge the interest in training
and education from an international organisation.
It became clear that there are many issues specific
to China that the ICS will need to resolve if it is to
successfully break into the Chinese market, not least
language. Many of the more senior members of staff
are less comfortable with English than the younger
members and are more used to face-to-face delivery
of education and training. But all agreed on the need
for more specific training/education, particularly for
those coming back from sea looking for shore-based
roles in the industry.

A visit to Shanghai Maritime University was a
highlight of the visit, where the ICS delegation was
shown impressive plans to rebuild the University
about 70 km from Shanghai. The University already
has some exemptions from the ICS examinations
and discussions centred around extending those
and the possibility of future collaboration on ICS
educational provision in China.

The visit would not have been possible without
the support and help of Peter Murray of Ince &

Worldwide | ICS

Co, Suen Ka Pok and Gordon Shen of Braemar
Seascope, and particularly Candy Feng who acted as
interpreter for most of the meetings.

Building on the close relationship with Multiport
was also central to the visit. Fifteen Foundation
Diploma courses were booked on the spot and
many other expressions of interest were given.
Talks have been in progress with the Forbes Group
in India for a few months and were taken further
forward in Shanghai. Additionally, other countries,
including Egypt, have expressed a keen interest in
the possibility of creating a distance learning centre
in the Chinese powerhouse.

Successful Sri Lankan seminar

ICS Sri Lanka and the Institute of Commercial Studies
jointly organised this year’s international seminar
on the theme of “Maritime frauds, deceptions,
mistakes — seeing beyond documentary operations”
in Colombo in February.

In excess of 100 senior/middle management
executives from shipping, freight forwarding,
banking and insurance sectors attended this lively
event.

As keynote speaker, Captain PK Mukundan,
Director of the International Chamber of Commerce’s
International Maritime Bureau, held the audience
spellbound with his excellent presentations on the
following subjects:

Trade finance - he emphasised that “fraud was
not new and as long as there have been commercial
systems in place for businessmen, there have been
those who have tried to manipulate these systems”.
He also enlarged on the documentary credit system
and its multi-faceted impact on trade promotion
between buyers and sellers, while drawing specific
attention to the different types of fraud hitherto
manifested in this system and further suggesting
remedial action in the current climate;

Shipping fraud - the presentation touched upon
charterparty frauds/failures, container frauds and
insurance fraud;

Phantom ships & piracy - this topic covered
piracy and armed attacks by pirates including the
regions where such attacks are common, hijacking
of vessels, maritime terrorism, use of technology to
improve security on board and the implementation
of the International Ship and Port Facility Security
Code.

Local expert Ananda Liyanage, who
discussed structuring documentary credit to avoid
frauds, followed Capt Mukundan, after which
Ravi Molligoda looked beyond documentary
considerations.

A very lively panel discussion followed and the
speakers were joined by other experts from the
legal and commercial fields which added an extra
dimension to the question and answer session.
The enthusiasm shown by the audience was so
overwhelming that questions had to be restricted
due to lack of time.

Feedback confirmed that this was another highly
successful event from a very active Sri Lankan
Branch. E@
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BoostinGermandinner

attendance

Announcing new members drives
up numbers

ICS Director Alan Philips joined over 40 members
of the German Branch at their annual dinner on
February 18. The event was lively to say the least,
no doubt encouraged by the low average age of the
German members.

Marc Buchholz, branch vice chairman, said that
the recent decision to announce new members at the
event had “increased attendance levels at the dinner
considerably”.

This year the following members joined following
examination success:

Rene Claussen, Danaos Shipping Co.Ltd;
Alexander Dobenecker, Astramaris Shipping Europe
GmbH; Tim Drosdatis, Georg Duncker; Marco
Hiebenga, Bugsier Reederei und Bergungs Ges. mbH
& Co; Jan Kihnbaum, Hanse Bereederung GmbH
& Co; and Tim Miihlena, F.H. Bertling KG.

Karl-Ludwig Franz, Chairman and Alan Phillips discussing...

In addition, the following members were elected
through Byelaw 22: Heinz Fanders, Hamburg School
of Shipping; Werner Lange, Staatliche Handelsschule
Berliner Tor; Hauke Pane, MPC Miinchmeyer
Petersen Steamship GmbH & Co; and Christian
Peymann, Hamburg School of Shipping.

Length of service honoured

Institute member Lance Hislop was the guest of
honour at the Newcastle Branch’s 86th annual
dinner at the Civic Centre on March 4.

Celebrating more than 50
years of service to the ICS, Mr
Hislop graced the top table at
the event, which was attended by
over 200 guests and supported
by 12 host companies.

Branch Chairman Matthew
Hunt said: “The evening was
a huge success and in addition
to local and national top table
guests from the ICS branches,
local ports and maritime
organisations, we were
honoured to have Lance Hislop
as a special top table guest.

“Lance  qualified as a
member of the Institute in 1951
and has given over 50 vyears'
professional service both to ICS
and the Newcastle Branch.”

ICS Chairman Mike Abram spoke of the
continuing need to promote professional standards
and education in the shipping industry. This year the
branch has eight students sitting both the Foundation
diploma and Qualifying Membership examinations.

Lance Hislop honoured

Humber spreads its net

This year’s Humber Branch dinner attracted guests
from far and wide, counting colleagues from Holland
and Belgium as well as from other regions of the UK
in its midst.

In all, some 325 guests attended the 48th annual
dinner of the Humber Branch held at the Kingston
Communications Stadium in Hull on March 17.

Once again the event enjoyed excellent support
from the local industry and numbers were boosted
by the presence of colleagues from outside of the
UK.

Guests were given a brief update by the former
Deputy Director General Jonathan Williams on the
activity currently being undertaken by ICS Federation
Council on behalf of company members and the UK
industry as a whole.

Retiring Branch Chairman, Richard Brough
mentioned the fact that the dinner was being held
on St Patrick’s Day and following a lengthy session
on the internet had found links between the saint
himself, Ireland and just about every aspect of the
shipping industry - although he stopped short of
claiming St Patrick was a Yorkshireman.

Barry Roberts, an after-dinner speaker well
known to a number of those present, rounded off
the evening with some well-received observations of

life. ,%r
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ICS Chairman Mike Abram relishes the
opportunity to address potential members

Mike Abram meets Natalia Margolis, administrator of the new Greek Branch

Our new branch in Athens opened to much media
coverage in February this year and | was delighted
when the British Hellenic Chamber of Commerce
invited me to address a conference there — giving me a
chance to meet the new branch members and discuss
the opportunities for the ICS there.

Titled “Changes in Shipping Today”, | was asked
to speak on “Why it was a good move for the ICS
to come to the Greek Market”. What a chance — to
discuss the professionalism of the Institute with a
captive audience of major players in world shipping.

Greeks are among the industry’s biggest investors in
new tonnage and Greece hosts the world’s largest
tanker-owning community.

With world shipping on a high, the timing to
visit the Greek market could not have been better.
Throughout the first three weeks of April, not a day
passed when Greek shipping did not appear in the
international shipping press.

What is quite clear is that the Greek shipping
industry is a major player, has a big voice and is
growing fast. We are indeed in very exciting times.

When you see that the Greek shipping industry
is itself awarding scholarships to undertake Masters
degrees in shipping, you can see why the ICS should
also be there to promote its education and training
courses.

The demand is there: this year’s exams saw a
record number of students sit a record number of
papers, and last year it was a Greek student, Socrates
Avgitidis, who won the Institute prize for the highest
overall marks.

The time is right to boast about our industry. It is
essential that we attract the attention of good people
to join the shipping industry, for attracting bright
young people can only do the industry good.

We should be confident to demonstrate that the
industry offers real opportunities to young people.
The recruitment and the development of such people
should be high in present priorities.

Because the Greek shipping market is so big, the
potential for the Institute to promote professionalism
within the shipping industry and expand its
membership is enormous. The Greek Branch also sees
the potential and we are firmly of the opinion that the
industry is ready for the professional standards that
the ICS endorses.

When you think of the incredibly high standards
to which shipowners, ships and seafarers must
operate, is it not right that we who operate on the
shoreside also have the same standards? We have an
obligation to work towards improving the quality of
shipping with well-educated and trained staff — and
in weeding out substandard companies.

Shipping is international, the Institute is
international. The Greek market with all its
connections is an opportunity and challenge not to
be missed. An ideal market for the Institute to sell
its goods, from which professionalism in the industry
both locally and internationally will benefit.

In this year’s annual report on “World Shipping”,
I read that some Greek shipping companies are
reducing their presence abroad. It clearly stated
that such a move did not represent a withdrawal
from internationalism, more an efficiency and
economical move in view of ever-changing modern
communications. So, if Greek shipping companies
are to have their offices in Greece, then the ICS must
have a presence in Greece.

All this proves beyond doubt to me that it was a
good move for the ICS to come to the Greek market.

This report from Mike Abram, ICS Chairman,
followed a presentation to the British Hellenic
Chamber of Commerce.
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Inaugural Chairman of the Greek Branch
Nikolaos Tsavliris warns salvors are
”’struggling to survive*

Professional marine salvors are called upon to play
many roles, from hazardous wreck removal and other
demanding salvage projects to the containment of
marine pollution.

In recent  years however  traditional
entrepreneurial international salvors are struggling to
survive on all fronts in a hostile environment.

“There are many factors that affect the prospects
of commercial salvors ...

To name a few: the decreasing volume of
casualties; competition from non-dedicated salvage
vessels; pressure on awards and insufficient support
from insurers and P& clubs,” says Nikolaos Tsavliris,
Principal of Tsavliris Salvage Group and ICS Greek
Branch chairman.

“Salvors have encountered several incidents in
which hull, cargo and liability insurers do not show
the proper appreciation for their skills, even when they
have prevented millions of dollars in losses. Insurers
have become shortsighted in recent years. They are
invariably after the cheapest solution, namely the

reduction of salvage remuneration payable. Moreover,
certain insurers issue lists of recommended companies
with names of Average Adjusters, salvage contractors,
marine brokers etc — who the assured should engage
in the event of an emergency situation; professional
salvors who insist on the use of Lloyd’s Open Form
may therefore not be included; such practice is
discriminatory and encroaches upon the duties of
shipmanagers.”

Mr Tsavliris continues: “We are often reminded
that P&I cover is only a Contract of Indemnity and not
Liability Insurance. Most third party claimants accept
a certificate of entry at face value and are unaware of
the legal reality that the certificate is not worth the
paper it’s written on! It’s high time the club cover is
converted into real direct Liability Insurance for the
sake of all concerned! The most feasible solution is for
all vessels to carry valid mandatory liability insurance
along the lines of the American OPA COFR system.

““To make matters worse under the current system,
P&I insurance means that the club has the option to
pay. There are claims that remain unpaid or there are
claims that are paid under the omnibus rule, depending
on the whim of club managers and/or particular
members standing ... There are cases where the club
throws the rule book at the owners — usually at honest
singletons who want legal liability to be met — and
pleads various defences ranging from owners’ faults
to the pay to be paid principle; and, there are cases
— in some large-scale pollution incidents involving
high-profile listed tanker owners — where claims are
paid in excess of legal liability, as an exercise of public
relations and/or marketing.”

Mr Tsavliris suggests three key developments to
assist in solving the problem as he sees it.

“First, thatall concerned in the shipping and marine
insurance industries advocate the use of professional
salvage services in casualty situations. Second, the
enforcement of real direct liability insurance along
the lines of the American OPA 90LOFR. Third, that
marine insurers impress upon salvage tribunals the
importance of generous rewards, enabling salvage
tugs to be kept on station and salvors to maintain
their posture, thus securing requisite salvage capacity
for the future.”
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Evi Plomaritou, Director of Shipping
Division of HMC, explains the importance

of proper strategies

As competitive pressures in the global environment are
broadened, the need for organising proper marketing
plans becomes more and more imperative. Significant
segments of the shipping market (liner and tanker
market) worldwide and in Greece have understood
that marketing is a business necessity and therefore
they apply improved marketing strategies.

Understanding charterers’ needs is a key for success
for shipping companies.

All shipping enterprises have unique capabilities
concerning the means, the resources and the
management abilities for their ships. This means that it
is impossible to exploit all the chances of the shipping
market with equal effectiveness. The matching of the
shipping enterprise capabilities with the needs and the
desires of its clients is fundamental for the provision
of the desired transport services, the satisfaction and
retention of charterers and thus the commercial success
of the enterprise. The more the shipping enterprise tries
to discover what its clients need, to adapt the chartering
policy to their requirements, to offer appropriate
transport services, to negotiate the freight as a function
to what it offers, as well as to communicate effectively
with the market it targets, the more are the possibilities
to achieve the most appropriate, efficient and long-
lasting commercial operation of its vessels.

Market orientation of bulk and liner
shipping

According to a comparative study of charterers’
transportation needs in the bulk and liner market,
it was concluded that the most important selection
criteria of a shipowner by a charterer in the tanker
market is the compliance of the company to the safety
requirements concerning vessel’s construction, ship’s
operation and crew management. The reputation
and image of the shipowner, as well as the company’s
history of losses and damages play a decisive role in
the selection of a shipowner by a charterer. The freight
is not the decisive factor for selecting a shipowner,
though it is kept seriously in mind by the charterers.
Therefore, the tanker market is safety oriented.

As concerns the liner market, the selection criteria
of a carrier by a shipper are the time duration for the
transportation, the frequency and the flexibility of
trade routes, the reliable execution of transportation,
the immediacy of routes, the quality of personnel and
crew and the carrier’s reputation in the market. The
freight is not the decisive selection criterion, though

it is taken seriously into account by the shippers. The
liner market is quality oriented.

Finally, it must be mentioned that the decisions
of the charterers in the bulk carrier market are more
oriented towards freight than towards quality or safety
of maritime transport services, as happens in liner
market and in tanker market correspondingly. The
bulk carriers market is cost oriented.

Marketing of shipping companies: a
business necessity in modern times

The marketing of shipping companies active in
merchant shipping, deals with the satisfaction of
charterer’s/shipper’s needs for the carriage of goods
by sea, with main aim the enterprises’ profit. This
satisfaction presupposes on the one hand correct
diagnosis of the shipping market to better understand
and forecast charterer’s/shipper’s transport needs, and
on the other hand appropriate organisation, planning
and control of the enterprise’s means. The weakness of
understanding the needs of various customer groups,
results in the weakness of the provision of desired
transport services at acceptable freight levels, therefore
in the dissatisfaction of charterers and incapability of
retaining them and thus in the commercial failure of
the enterprise. It should be mentioned that marketing
implementation is more necessary during the periods
of shipping crisis, where the oversupply of vessels put
the charterers in the advantageous position of selecting
the shipping company for the carriage of their goods
by sea. Consequently, during periods of shipping crisis
the shipping companies which implement marketing
have more possibilities for chartering their vessels than
laying up them, because they have built good customer
relationships and a good reputation in the shipping
market.

Implementation of marketing in shipping
companies worldwide and in Greece

A descriptive and an empirical investigation was
conducted in springtime of 2004 in order to examine
whether the stages of marketing process are applied
in shipping enterprises (tanker and liner companies,
worldwide and in Greece) and to what extent.

The results of the research showed that the
largest tanker companies and liner companies in the
world have understood the importance of marketing
and they apply improved strategies, which can
constitute marketing standards for the Greek shipping
enterprises.

Although large and medium Greek tanker
enterprises understand the contribution of marketing
and apply strategies aimed at satisfying the
requirements of clients, nevertheless it is deemed
necessary to take examples from the policies adopted
by the leading shipping companies in the world. In
addition, the small Greek tanker enterprises seem to
apply marketing principles, however without following
integrated marketing strategies in such a great extent.
Concerning the few Greek liner companies, they apply
systematically and in an organised manner the stages
of shipping marketing, while the liner agencies apply
the strategies indicated by the large liner operators they
represent.
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Seminar style introduced to give members a platform

With the introduction of the Council sitting in Executive
session four times per year and in full Controlling
session once per year, the Executive Council has taken
the opportunity to examine the format for the two-day
Controlling Council.

Hosted by the Liverpool Branch in November, the
CC dates were moved to avoid the Sea Britain 2005
programme and consequently the annual general
meeting in London has been separated from the CC.

With the CC now meeting once a year and the
“intricate” zonal representation rules it is important
that members still feel represented. To achieve this, the
EC believes that all branches should be invited to an
“open ended Council meeting” but that voting rights
will be restricted in accordance with the bye-laws.

During the planned two-day meeting, sufficient
time will be allocated for internal Council business
but it is also important that Council members have
the opportunity to present their views/opinions and
engage with the industry. Therefore, a seminar format
will be used to enable this exchange.

The theme for the seminar, chosen by the EC,
is “Professionalism in the Shipping Industry”.
Alan Phillips will be writing to all branch chairmen
separately with further details.

The AGM natice is printed in this edition — its
format has changed to include an address by the ICS
President to an invited audience.

Marketing the Institute

The ICS is reaping the rewards of taking marketing
seriously. The Executive Council has placed a high
priority on marketing and has added it as a standing
item on its agenda.

The Institute has an excellent message to convey
and all the feedback received to date is supportive of

what the Institute stands for. But the Institute needs to
raise its profile worldwide. It needs to explain that it
represents shipmanagers and agents, as well as brokers.
It needs to explain to the Chinese market what an
Institute is and that chartered conveys a professional
status.

Focal to raising the Institute’s image and profile
across the wider shipping community is a better
understanding of what the ICS stands for, which is
why it needs to adopt a more coordinated approach to
delivering this message.

The Institute has employed the professional help
of Debbie Newbury to help it achieve this aim. As
members, readers will know that the ICS stands for
high professional standards in shipping and is the
examining body for membership and that it also
provides excellent tuition through its TutorShip
distance learning courses for students preparing for
ICS examinations. And with its not-for-profit pricing
policy the Institute offers first-class one-day training
courses on a number of business-specific topics, with
the Business of Shipping introductory course being
particularly popular.

But not everyone in the shipping industry knows
these things. The ICS needs to tell them!

Under a new marketing strategy all visits by officers
of the ICS are now evaluated in terms of how they fit
into the overall marketing objectives and structured to
achieve the maximum benefit for the Institute.

All'ICS publicity materials are being assessed and a
new flyer has been produced recently. As our window
on the world, the website is an important tool and the
Executive Council is considering tenders for completely
overhauling the site to build on developments made
over the past couple of years. A corporate folder is
being produced, with loose-leaf inserts covering all
aspects of the Institute which can then be customised
to suit the Institute’s target markets. A membership
benefits brochure is also being drafted and the Institute
is working on an induction pack for members and
specific packs for students.

In terms of “message”, the ICS has a central role
in promoting the concept of “professionalism in the
shipping industry”. As a former Secretary General at
IMO, our President Bill O’Neil is very well placed
to help the ICS convey this message, as he did to
executives of the South African shipping community
in Durban in March.

The ICS does have an excellent product, and
being a MICS/FICS does mean something quite
special in shipping and it is very encouraging that
more and more young executives want to gain the
ICS qualification. Ensuring that the global shipping
community appreciates that will be the marketing
challenge. Thankfully many of the major players do
appreciate it.

Journal of the Institute of Chartered Shipbrokers




Roy Humphrey, ICS Accountant, reports on
the new computer system and asks for help in
increasing the workload of head office staff

As many of you will know, the Institute has been

working hard to establish its new membership

management system from Ariadne. The Institute’s
needs have changed considerably since the old

system was installed and it was certainly time for a

major change.

The Ariadne system has proved to be excellent
value for money and will be able to:

e Support Institute education facilities worldwide
in administering courses and exams;

« Link to the Institute’s Sage accounting package
for financial reporting;

e Deliver reports and management information on
numerous other areas of the Institute’s services
that are not available on the old system;

< Permit more efficient organisation of events;

e Enable the Institute to undertake data
manipulation on behalf of overseas branches;

* Help the Institute to maintain more frequent and
cost-effective contact with all members (including
students);

e And link with the members’ area of the ICS
website.

Now the head office staff asks you to help the
Institute get maximum value from the new system.
Its success depends entirely upon the accuracy of
the data it contains. For months, the Institute has
been working to clean out and update the inaccurate
information on the old system but it now needs your
help to build and maintain the Ariadne database.

Head office knows that some of our
communications go astray because it does not have
accurate details of members’ whereabouts — so please
help the Institute to vastly increase its workload by
letting it have notice of any change to your personal
details (eg names, telephone numbers, postal and

Organisational focus

e-mail addresses etc). In particular, please notify
the ICS when a member dies so we can avoid any
distress to their relatives by not sending the deceased
any correspondence.

There will be a shadow copy of the database on
the ICS website in due course which will be accessible
to members — although there will be safeguards
to ensure that this information is not misused by
anyone.

The Institute would all like to thank Bruce
Ogilvy, vice chairman, for his time, patience and
help in getting this project off the ground.

Please send all your contact detail amendments to
info@ics.org.uk — any database is only as accurate as
the data held - so please work the Institute harder!

What’s in a name?

Looking at an organisation’s name always strikes a
chord, whether a jarring or resonant note it will have
an effect.

Currently the committee is considering whether
the ICS name reflects the range of people it represents
and the breadth of education/training it offers.

Branch visits are revealing a range of views.
Some are adamant that it is outdated and confusing,
while others argue that the name is not a problem
but the Institute should make it clearer that the ICS
represents shipmanagers and agents too, and that
shipbroking today covers rather more than when the
name was conceived back in 1911.

There is no need for panic though, as there are
midway points, such as having a more explanatory
strapline after the name. Members may have noticed
that the Institute has been using “ICS represents
shipbrokers, shipmanagers and agents worldwide”
more often.

Please let the Institute have your views
on the above by e-mailing Alan Phillips at
director@ics.org.uk.

ICS

Thorn between two roses ...
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